ID Article Index—January to June, 1974 


SPECIAL REPORTS 


The renaissance in cutting tools January 27 
Beset with increased demand, rising imports, and slashed 
price levels, cutting tool distributors have made a strong 
comeback. Sales are booming and the profit picture for this 
line is improving. 

Branching out February 25 
The effort is a gamble. But some distributors are finding the 
prize at the end of the road well worth the risk. 


Distributor sales top $20 billion in ’73 March 23 
28th Annual Survey of Distributor Operations shows 1973 
volume up 27% over previous year, despite materials and 
fuel shortages. Average net profits for the year were held 
at 5.6%. 


One of the most talked about but least understood subjects in 
distribution, return on investment is more than just a formula. 
It's also a management concept and a must for growth. 


1973 Census of Industrial Distribution 
The number of industrial distributors is down slightly, but 
inventories are up. Top markets: construction, metalworking. 


Associations: Are they doing the job? .............. May 47 
Memberships cost distribution millions. Are they worth it? 


Small tools: the accent’s on service 

When bread and butter items like smail tools are hit badly 
by shortages and other problems, the only recourse is all-out 
service. 


IDEAS FOR MANAGEMENT 


Why build, Why not renovate? ..... at January 35 
Runaway construction and land buying have turned some 
distributors away from sturdy facilities. But they can save 
you money. Here are some tips. 


Shortages: surviving a period of adjustment January 40 
The outlook for relief from the current spate of shortages isn't 
too optimistic, but distributors are beginning to find ways to 
adjust. 


The computer: machine with a heart January 49 
An electronic brain does not need to be a cold, impersonal 
monster. Here’s how one distributor has used it to humanize 
his entire operation. 

Prince of the ‘Golden West’ January 94 
For sales manager Ed Prince in the Lone Star State, traveling 


two weeks a month to call on local customers is just par for 
the course 


Co-op concept revived as weapon against chains . February 35 
A buying co-op of 60 PT houses could equalize competition 
between chains and independents. A co-op revival could 
change industry. 

Fraternite, egalite . . . the brothers Doussan .... February 38 
Business partnerships are like a keg of TNT with a short fuse. 
What happens when the partners of a distributorship are 
brothers, too? 

I i 4a ok asmaiS 4 00a 8 him ei del March 43 
SIDA’s 73rd annual convention pinpointed a paradox in U.S. 
distribution: sales keep getting better, but problems grow. 
Hotline/ Pricing March 50 
With continual price increases, and price-at-time-of-shipment, 
distributors have to scramble to keep paperwork costs down. 
The move-to survive it, plan it 

Large plants do it, why not a distributor? One Pittsburgh 
supply house moved without losing a single work day and 
saved thousands. 

The Fastener House: innovation plus March 73 
Two former manufacturing executives have parlayed their 
venture into a leading distributorship—and they've only started. 


Two lifetimes in one: Leu’s Joe Stine March 100 
Only 39, but known as one of distribution’s canniest man- 
agers, he combines market knowhow with space-age op- 
erating innovations. 


Jumping on the Vann wagon April 46 
One of distribution’s youngest presidents, William Vann of 
Young & Vann Supply has fired up employee enthusiasm. 


116 


One man’s view .. . 

why distributors need service centers April 52 
Installing a computer can mean high initial investment. Here’s 
how to have computerization without the headaches. 
TIS shoots for the Big Apple May 30 
Computer-based cost accounting is the star of this year's 
Triple in New York. Also spotlighted: shortages, sales calls. 
Hotline/ Planning 
Formal planning used as a hedge against economy, ecology. 
Sacramento Rubber’s own growth formula 
One distributor's campaign to break out of a narrow market. 
Bluefield Supply adopts interconnect 
Int-*connect system saves $$$ for West Virginia distributor. 
Distribution down under 
How they do it in Australia and at McPherson's, its largest. 
Dateline: Washington—A !ook at NAW 
Revealing interview with two of NAW's top executives. 
Dear Mr. Supplier: You can help us sell more 
Don’t blame the supplier if you don’t level with him. 
Distributors and manufacturers: 

Partners or adversaries? 
Is a supplier/distributor partnership really possible? 
People-productivity, magic formula in distribution, 

adopted as ’74 TIS Concention theme 
Variety spiced this year’s convention. But it was obvious that 
the major concern was finding new ways to improve per- 
formance and profitability. 
Hotline/ Allocations 
Few suppliers have placed distributors on allocations. Most 
avoid it, but rising demand in the face of shortages could 
change the picture. 
Women are great for keeping house (accounts) 
There is a difference. And it was never as obvious as when a 
Minneapolis distributor put two women on the road servicing 
its problem accounts. 
Pacesetters/The one-to-one world of Joe M.kovich . . June 66 
Here’s one top sales executive who has built a successful 
career pursuing the kind of innovative marketing that builds 
profits. 


SALES/TRAINING 


Time = money: making the equation work January 60 
Time is money to a salesman. But sales managers have yet to 
place enough emphasis on teaching time management. It 
needs a higher priority. 
Inside a supplier’s sales meeting February 45 
Observing American Saw’s annual sales meeting revealed 
among other things, what factory men tell each other, but 
not distributors. 
Living with shortages February 50 
Salesmen are canceling calls or turning down orders of goods 
in short supply. Here are an expert's suggestions to soften 
the blow. 
The new thinking man’s salesman March 63 
Are salesmen creative? More than you know, says this expert, 
who sees this period of shortages as an ideal time to prove it. 
Salesman’s problem—When credit becomes an issue . March 76 
“I’m a salesman, not a credit manager.” So begins a dialog 
that could take place in your firm. How would you resolve it? 
Apprenticeships... 

or how to mold your own experts April 35 
Formalized training takes experts, time and money. The effort 
can be simplified by a well-planned program of on-the-job 
exposure and continuous motivation. 
Inventories: the salesman’s new math April 40 
A salesman’s job is selling. Right? Wrong! For the time being 
conventional selling is passe. 
Salesmen! Or, why managers get gray May 117 
Distributor salesmen are like aspirin brands, they're not the 
same. Here, a manager tells of his 25 years with all kinds. 
What drives the salesman or... 

the many sides of motivation 
If money isn’t everything, what else motivates the distributor 
salesman? A lot, says Cottingham Bearing’s senior accounts 
manager Robert Patchen. 
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